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Total Increased/
Retained Sales $45.6 Million

Total Increased/
Retained Jobs 179

New Client         
Investments $11.48 Million

    
Impacts are based on clients receiving service in FY2012

Larry R. Stewart, Center Director
Department 3362
1000 East University Avenue
Laramie, WY 82071
(307) 766-4811
lstewart@uwyo.edu
www.manufacturing-works.com

Making an Impact on U.S. Manufacturing
manuFacturing extension partnershipwyoming

Manufacturing-Works(M-W) provides broad technical 
assistance, engineering solutions, general business 
assistance, marketing assistance, and financial counseling. 
Manufacturing Works is committed to helping businesses 
by delivering solutions for creating wealth. Manufacturing-
Works, in conjunction with others, can deliver complete 
solutions for companies. Manufacturing-Works is a not-for-
profit organization with professionals positioned throughout 
Wyoming, with current offices located in Cheyenne, Laramie, 
Casper, Gillette, Powell, and Riverton. M-W offers several free hours of service per year per business as well as 
unlimited access to technical and business assistance for contract development and completion.

Manufacturing-Works is a partnership with the National Institute of Standards and Technology (NIST), the Wyoming 
Business Council, and the University of Wyoming.

Wyoming
mep client impacts
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Windcreek services, inc. reaps Benefits of innovation engineering leadership institute

Windcreek Services, Inc., established in 1978, began as a well drilling company developing shallow oil wells, as 
well as domestic water wells. Over the years it has diversified into oilfield electrical fabrication and underground 
utility manufacturing and placement. Windcreek Services employs 50 people at its facility in Gillette, Wyoming. 

Situation:

Windcreek Services was seeing a steady decline in projects due to the reduction of coal bed methane work and 
the slowing economy. In addition, the management team had been unable to define a plan and vision for the 
future and to eliminate the current dilemma. The company contacted Manufacturing-Works, a NIST MEP network 
affiliate, for assistance.

Solution:

Manufacturing-Works encouraged several employees of the company to attend the Innovation Engineering 
Leadership Institute (IELI) in Casper, Wyoming. At this institute, the team acquired the tools to create, 
communicate, and commercialize meaningful, unique ideas. They also learned how to implement an action plan 
to follow through on their ideas. The action plan was implemented following a new process for determining and 
overcoming the largest barriers quickly and easily and with confidence derived from their newly acquired skills and 
thought processes. This plan-do-study-act process allowed the company to make some decisions, test them, and 
rapidly move in the directions that made the most sense to implement in a short time at a limited cost. Windcreek 
Services introduced the Asset Recovery System (ARS) to remove existing utility infrastructure and components 
that are no longer needed and/or no longer in use or serviceable in their particular location. Windcreek Services 
now helps clients collect additional value on investment, minimize plugging and abandonment costs by 
recovering, removing and/or selling obsolete, scrape, surplus or waste materials. In addition to providing a safer 
outdoor environment, itemized inventory lists and revenue from sellable material, the process also minimizes 
material cost and liabilities while strengthening the client’s environmental positioning. 

Results:

* Increased sales by $1.4 million over 6-month period.

* Projected yearly sales increase of $2.6 million. 

ClIeNT SuCCeSS: WINdCReek SeRvICeS, INC.

 Increased sales 
              by $1.4 million 

“Over the years we’ve had many great ideas, yet little results. IELI gave us real 
tools and the courage to bring new ideas to fruition in a very practical man-
ner.”

Max Wilen, Chief Financial Officer


